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FOR RELEASE TUESDAY, NOVEMBER 24, 1998

Convergys signs 3-year, $120-million contract with AT&T

Contract covers full range of local and LD voice and data services

CINCINNATI - AT&T announced today that it has signed a three-year, $120-million contract to
provide a full range ofvoice and data services to Convergys Corp., the global leader in delivering
outsourced, integrated customer care and billing services.

The contract covers communications services at more than 20 major locations in the U.S., including
Convergys' world headquarters in Cincinnati, and 12 international locations. It includes 25,000 toll-free
numbers, making Convergys one of the nation's largest users of toll-free services. AT&T's services
afford Convergys the ability to conduct 35,000 simultaneous conversations.

"The quality and breadth of AT&T's services are key elements of our core telecommunications
infrastructure," said Ted Cwiok, vice president of corporate technology for Convergys' Customer
Management Group.

"Operating three state-of-the-art data centers and more than 30 other facilities internationally makes
advanced telecommunications services mission-critical for Convergys," he added. "That's why this
contract addresses our current and future needs. Both Convergys' Information Management and
Customer Management Groups have worked very closely with AT&T over the years, and we look
forward to continuing our suc~essful and strategic relationship."

The contract includes domestic and international long-distance services, both inbound and outbound,
plus local service via AT&T Digital Link. Additionally, AT&T will provide domestic and international
private-line and frame relay services. Convergys also purchases wireless services from AT&T and uses
AT&T WorldNet* Managed Internet Service (MIS) to provide online service and transaction capabilities
for service center and administrative functions.

ABOUT AT&T

AT&T (www.att.com) is the world's premier provider ofvoice and data communications, with more
than 80 million customers, including businesses, government and consumers. AT&T runs the world's
largest, most powerful long-distance network and the largest wireless network in North America. The
company is a leading supplier of data and Internet services for businesses and the nation's largest direct
Internet service provider to consumers. AT&T also provides local telephone service to a growing
number of businesses.

ABOUT CONVERGYS

Convergys (formerly CBIS and MATRIXX Marketing) is the global leader in providing outsourced,
integrated customer care and billing services, bringing together world-class resources and expertise to
help clients transform customer relationships into a competitive advantage. Convergys software
produces more than one million bills each day and Convergys customer care handles more than one
million calls each day. .

Convergys serves the top companies in a wide range of industries, including communications,
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technology, cable and broadband services, consumer products, financial services, utilities, healthcare,
hospitality and direct response. Headquartered in Cincinnati, Convergys employs over 30,000 people at
its more than 30 service centers, data centers and other offices in the United States, Canada and Europe.
Convergys is on the web at www.convergys.com.

* AT&T WorldNet is a registered trademark of AT&T

For more information, reporters may contact:

Mike Cuno - AT&T
908 658-6570
mcuno@att.com

John Pratt - Convergys
513 397-7777 (office)
888-284-9900 (pager)
john.pratt@convergys.com

For information about AT&T services, visit:

AT&T Business Services
AT&T Wireless Services
AT&T PrePaid Card Center
AT&T Consumer Catalog
AT&T Small Business Catalog

KEYWORDS: convergys, toll_free, data, voice
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MCI WORLDCOM WINS LARGEST
CONTRACT SINCE MERGER

Minimum Revenue Guarantee of $750M Over 4-Year Period;
Sweeping, Multi-billion dollar Government Contract Will Help
Connect Federal Government Workers; More Than 200 New

Positions Anticipated

WASHINGTON, January 12, 1999 - MCI WorldCom has captured the
second of two awards for the federal government's FTS2001 program
that will provide comprehensive, global long distance networking services
for federal agencies. The two awards, combined, represent the largest
ever government telecommunications contract, which is estimated to be
more than $5 billion over eight years. In addition, the company expects
that the contract will eventually create more than 200 new jobs around
the country.

The eight-year, multi-billion dollar contract includes a range of domestic
and global voice, data, Internet and videoconferencing services. The
terms of the contract will allow MCI WorldCom to offer, after one year,
local services as well-leveraging the company's unique
local-to-global-to-Iocal proposition.

The contract also represents a change for 70 percent of the government
agencies that currently receive services under the FTS2000 contract. The
transition will take place over the next year. The FTS2001 contract
negotiated with MCI WorldCom will save the government approximately
$4 billion over the life of the contract". while delivering. state-of-the-art
communications services.

"This award underscores the significance of forging public/private
arrangements to create quality service at good value," said Tim Price,
president and chief executive officer, MCI WorldCom Communications.
''This is Mel WorldCom's largest contract win as a newly merged
company, and we're pleased that the program will not only bring
innovative communications services to federal workers, but will also
impact the millions of Americans that have daily contact with those same
agencies."

MCI WorldCom also holds significant federal contracts with the United
States Postal Service, the Federal Aviation Administration, the National
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Science Foundation and the Department of Defense.

The FTS -- or Federal Technology Service - of the federal government's
General Services Administration, is tasked by Congress and the
Executive Branch to provide network services and information technology
solutions for the entire government.

FTS2001 was designed to allow individual user agencies to choose from
the two awarded communications companies when provisioning their
services. Previous FTS contracts stipulated which vendors the agencies
were to utilize. This redesign also creates new opportunities for the
awarded communications companies to secure additional contracts and
increase their revenues.

"This contract ushers in an exciting new era in government procurement,"
said Jerry Edgerton, MCI WorldCom senior vice president of government
markets. 'With an open, competitive environment, agencies have more
choices and the flexibility to spend taxpayer dollars in a way that best
suits their needs. MCI WorldCorn account teams, customer service
specialists, and technology experts look forward to working closely with
the GSA and user agencies to define, initiate and maintain program
components."

"We are very pleased with the overall results of the FTS2001
competition," said GSA Administrator David J. Barram. ''This is a good
example of how we are using real market competition to help forge a path
to inexpensive electronic government in the next millennium."

"GSA's accomplishments in continuing successful alliances with
companies such as MCI WorldCorn are the key to our future success as
we focus on our bottom line and future telecommunications initiatives,"
added Dennis Fischer, Commissioner of the Federal Technology Service.

MCI WorldCorn Government Markets is a sales and marketing unit of MCI
WorldCom, serving the U.S. Government and its agencies, and state
governments. Offering managed network services, systems integration,
and other products, MCI WorldCom Government Markets is a leader in
providing communications solutions to government organizations. For
more information on Government Markets, visit its horne page at
www.governmentmci.com.

MCI WorldCom is a global communications company with revenue of
more than $30 billion and established operations in over 65 countries
encompassing the Americas, Europe and the Asia-Pacific regions. MCI
WorldCom is a premier provider of facilities-based and fully integrated
local, long distance, international and Internet services. MCI WorldCorn's
global networks, including its state-of-the-art pan-European network and
transoceanic cable systems, provide end-to-end high-capacity
connectivity to more than 38,000 buildings worldwide. For more
information on MCI WorldCom, visit the World Wide Web at
V!vvw.lllciworidcolll.com or www.wcom.com.

© 1999 MCI WORLDCOM, Inc. All Rights Reserved
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Teligent introduces
revolutionary, lower-cost
communications services in
Atlanta, Boston, Philadelphia
and Wilmington

VIENNA, VA., January 20, 1999 - Teligent
today launched its revolutionary,
high-bandwidth communications services for
small and medium-sized businesses in four
new markets - Atlanta, Boston, Philadelphia
and Wilmington, Del. With today's launch,
Teligent now serves customers in 19 of the
nation's top markets.

Teligent offers customers savings of up to 30
percent on local, long distance, high-speed
data and dedicated Internet services. Using its
digital SmartWave™ technology, Teligent
gives smaller businesses the high network
speed and capacity - up to 45 megabits per
second - previously available only to larger
companies at much higher prices.

"Today we've brought the communications
revolution to small and mid-sized companies
in four major business centers -- Atlanta,
Boston, Philadelphia and Wilmington," said
Teligent Chairman and CEO Alex J. Mandl.
"That means big savings, bigger bandwidth
and better service to the fastest growing
segment of the U.S. economy.

"With the explosion of e-commerce and the
data market/' Mandl added, "Teligent enables
smaller businesses to benefit directly with
faster Internet access and higher data
network speeds. In a very real sense, Teligent
is putting businesses on the e-map."

Including the markets announced today,
Teligent service is now available in New York,
Los Angeles, Chicago, Houston, Philadelphia,
Dallas-Fort Worth, San Antonio, San Jose, San
Francisco-Oakland, Jacksonville, Washington
DC, Boston, Austin, Denver, Atlanta, Miami,
Orlando, Tampa and Wilmington, Del.

Together, those 19 markets comprise more
than 375 cities and towns with a combined
population of more than 60 million. By
year-end, Teligent expects to offer service in
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Robert W. Stewart
Vice President,
Communications
Voice: 703-762-5175
Pager: 888-894-7812
robert.stewart@teligent.com

Sheila Blackwell
Director, Communications
Voice: 703-762-5540
Pager: 888-687-9528
sheila .blackwell@teligent.com

Investor •Relations
Michael S. Kraft
Phone: 703-762-5359
Fax: 800-981-5994 (Pager)
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40 markets across the country.

Among Teligent's first customers is the Rudin
Management Company, Inc., based in New
York City. Rudin selected Teligent to provide
communications services for its most recent
project at the New York Information
Technology Center at 55 Broad Street in lower
Manhattan, which houses more than 80 new
media companies.

"Teligent has proven to be a valuable partner
in helping Rudin meet its tenants' vast
technological needs," said John J. Gilbert,
Rudin's chief technology officer and executive
vice president. "Rudin is creating new ways to
distribute telecommunications bandwidth
within buildings, and Teligent is working hard
to help us make that goal a reality."

Teligent offers small and medium-sized
companies a flat monthly bill that represents
savings of up to 30 percent off the rates they
pay their current local telephone company,
national long distance carrier and Internet
provider.

To qualify for the maximum discount,
customers sWitch their existing service - local,
long distance or Internet - and sign up with
Teligent for a minimum of one year. Teligent
averages several representative bills from the
customer's current carriers and deducts 30
percent. That figure becomes the customer's
new flat monthly rate. In most cases, it's as
simple as that. Local and Internet service are
unlimited. If customers wish to increase their
long distance usage over current levels, they
can purchase more service at attractive
prices.

Teligent service also features eemagine™, an
interactive, Web-based business management
tool that transforms a customer's
communications bill into a simple, predictable
package. Using their Internet browser,
customers can access their billing and account
information anytime they choose. eemagine™
allows them to sort and analyze calls by
account code, originating number or other
criteria - Virtually any way they like. And they
also can download data for their own use ­
every day. That means they won't have to
wait for a paper bill to arrive in the mail every
month to keep abreast of their
communications activity.

20[5
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Many of the benefits that Teligent offers its
customers - simplicity, service, savings and
speed - are the direct result of its digital
SmartWave™ technology.

''SmartWave™ technology enables us to
deliver a lower-cost, high-speed solution for
small and mid-sized businesses, so they can
compete with any company, no matter how
big," said Teligent President and Chief
Operating Officer Kirby G. Pickle Jr.

SmartWave™ technology represents a
ma'rriage of proven high-frequency radio
transmission equipment with latest advances
in point-to-multipoint radio technology,
enabling Teligent to increase its local network
efficiency and reduce network costs.

Instead of digging up streets, Teligent delivers
service by installing small antennas on the
roofs of customer buildings. When a customer
picks up a telephone, turns on a computer or
activates a videoconference, the signal travels
over inside wiring to the rooftop antenna. The
customer building antenna then relays the
voice, data or video signals to a Teligent base
station antenna.

The base station antenna gathers signals from
a cluster of surrounding customer buildings,
aggregates the signals and then routes them
to a Teligent broadband SWitching center. At
the SWitching center, Teligent uses ATM
(asynchronous transfer mode) switches and
data routers along with Nortel DMS switches
to hand off the traffic to other networks - the
public circuit-switched voice network, the
packet-switched Internet, and private data
networks.

As it builds its local networks, Teligent is
combining the latest in point-to-multipoint
radio technology with more traditional
network technology, including point-to-point
fixed wireless and broadband wireline, to
access its customers. Point-to-multipoint radio
technology offers significant cost savings
because it allows a single base station to
serve a large cluster of customer buildings.

SmartWave™ technology is configured to
handle both voice and data traffic with equal
ease, ensuring that Teligent can handle
today's huge volume of voice traffic and at the
same time is prepared for the coming data
traffic explosion.

~ of5
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Teligent's service offering is supported by a
skilled communications workforce that has
grown to more than 1,500 employees.
Teligent teams now are deployed in 37
markets across the country, building
Teligent's local communications networks.

Teligent's new offices are located at:

Atlanta
3480 Preston Ridge Road, Suite 250
Alpharetta, Georgia 30005
678-297-2300

Boston
100 Summer Street, 30th floor
Boston, Massachusetts 02110
617-556-5400

Philadelphia - Wilmington
One Bala Plaza, Suite 326
Bala Cynwyd, Pennsylvania 19004
610-660-7020

Based in Vienna, Va., Teligent, Inc. (NASDAQ:
TGNT) is a full-service, integrated
communications company that is offering
small and medium-sized business customers
local, long distance, high-speed data and
dedicated Internet services over its digital
SmartWave™ local networks in 19 major
markets. Eventually, Teligent will expand
service to 74 major metropolitan areas
throughout the United States. Teligent's
offerings of regulated services are subject to
tariff approval.

For more information, visit the Teligent
website at: hetD: '.;'Vw'.'II.teiioent.co:.,

Except for any historical information contained herein, the
matters discussed in this press release contain
forward-looking statements that involve risks and
uncertainties, including but not limited to economic, key
employee, competitive, governmental and technological
factors affecting the company's growth, operations,
markets, products, services, licenses and other factors
discussed in the company's filings with the Securities and
Exchange Commission. Actual results may vary materially
due to these and other risks and uncertainties.
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Republication and redissemination of the content of these pages is expressly
prohibited without the prior written consent of Teligent. Teligent shall not be
liable for any errors, omissions, interruptions or delays in connection with the
content or for any damages arising therefrom.

~~
8065 Leesburg Pike, Suite 400
Vienna, VA 22182
1-88-TEUGENT
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Frontier Communications Doubled Number
of Competitive Local Access Lines in 1998

ROCHESTER, N.Y. -- January 12, 1999 -- Over the last
year, Frontier Communications has successfully
deployed its local telephone service nationwide, doubling
the number of local access lines it serves as a competitive
local exchange carrier (CLEC) to 200,000. Using a
strategy that combines reselling local service from the
Regional Bell companies and installing its own local
switching equipment, Frontier has amassed one of the
largest service footprints in the industry, offering
integrated local, long distance and data services to
approximately 70 percent of the U.S. business
population.

"Frontier's approach with its CLEC deployment strategy
clearly leverages the company's existing core strengths.
First, it quickly achieved national coverage through its
resale initiative, capitalizing on its experience in
provisioning local service and the backroom capabilities
of its established local service operations," said Gail
Jones, a senior telecommunications analyst at The
Yankee Group. "Now, by transitioning over to its own
facilities in maj or markets, Frontier is able to offer its
customers a wider product portfolio along with the speed,
reliability and bandwidth of its optical network."

Frontier resells local service in 32 states and the District
of Columbia. Having established itself as a reseller from
coast to coast, Frontier is now focusing its efforts on
expanding its facilities-based operations, providing data,
local and long distance services over the state-of-the-art
Frontier Optronics NetworkSM. Frontier currently offers
integrated local/data/long distance service, using its own
facilities, in 13 major metropolitan markets across the
country. By the end of the first quarter 1999, it expects to
nearly double that number, offering integrated
communications solutions on its own facilities to
customers in a total of25 top U.S. markets.

"The ability to offer local service nationwide has been a
huge selling point for Frontier," said Bill Hammond,
Frontier's vice president of product management for local
services. "Because of our nearly universal coverage,
customers can save time and money by getting all of their
communications services -- for all of their locations -­
from one provider, billed on one invoice."

Frontier Communications, a unit of Frontier Corporation
(NYSE:FRO), is one of the leading providers of
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integrated communications services -- including Internet,
IP and data applications, long distance, local telephone
and wireless -- to business customers nationwide. The
self-healing Frontier Optronics NetworkSM provides
customers with faster transmission speeds, greater
bandwidth capacity and unrivaled reliability. For more
information and a map of Frontier's CLEC presence, visit
the Frontier web site at www.frontiercorp.com.

Frontier offers local service as a reseller virtually
statewide in:

Arizona California Colorado Connecticut

Florida Georgia Illinois Indiana

Kansas Kentucky Maryland Massachusetts

Michigan Minnesota Mississippi Missouri

New New Jersey New York Nevada
Hampshire

North Ohio Oklahoma Oregon
Carolina

Pennsylvania Rhode South Tennessee
Island Carolina

Texas Virginia Washington Wisconsin

as well as throughout the District of Columbia

Frontier resells the services of the following Regional Bell
Operating Companies:

Ameritech

USWEST

Bell
Atlantic

BellSouth SBC

Frontier is a facilities-based provider of local service in the
following markets:

Atlanta

Dallas

Minneapolis

St. Louis

Boston

Denver

New York

Chicago

Fort Worth

Portland

Cleveland

Kansas City

Seattle

Frontier expects to add the following cities to it
facilities-based footprint in 1Q99:

20f3

Detroit Houston Los Angeles Milwaukee
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Oakland

San Diego

Orange Philadelphia Sacramento
County,CA

San San Jose Washington,
Francisco D.C.

You can receive a faxed copy of any Frontier
Corporation press release dating back to January 1998,
free of charge, 24 hours a day by calling 1-800-448-8533.
An automated system will provide you with instructions.

Horne Features Search 'Site rvtap Contact Frontlff

All Materials Copyright 1998 Frontier Corporation
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LATEST NEWS: OVERVIEW

Focal Communications Corporation Reports Strong
Access Line Growth During The Fourth Quarter

Contact:
Arianne Venuso
Public Relations
312-895-8274

Debra O'Shea
Director of Finance
312-895-8400

Chicago. January 14, 1999 - Focal Communications Corporation
(Focal), a competitive local exchange carrier (CLEC), reported
today strong access line growth for its fourth quarter ended
December 31, 1998. During the fourth quarter of 1998 the total
number of access lines sold grew to 68,184. This represents an
increase of 65% from the 41,316 access lines sold at the end of
the third quarter of 1998. As of December 31, 1998 there were
52,011 access lines installed and in service.

Focal continued its aggressive expansion plans by turning up
service in the Los Angeles and Washington, D.C. markets during
the fourth quarter. In addition, the company recently announced
that it acquired network assets -- a Nortel DMS-sOO switch and
related infrastructure -- from Level3 Communications, which is
currently operational in the Boston area. Focal now offers local
telecommunications service to telecom intensive users in seven
major markets including Chicago, New York, Philadelphia, San
Francisco, Los Angeles, Washington, D.C. and Boston.

"We continue to be pleased with our success in access line sales
and installations. Our growth during the quarter was fueled by
strong performance in our existing markets as well as the roll out
of services in our new markets, II commented Robert Taylor,
president and chief executive officer of Focal.

Focal Communications Corporation, headquartered in Chicago,
prOVides sophisticated telecommunications users with
facilities-based, switched local telephone service. Focal currently
services 29 MSAs (metropolitan statistical areas) in 10 states, is
under construction in 13 MSAs and plans to reach a total of 42
MSAs in ten metropolitan markets by the end of 1999.

The company is privately held by several major institutions and
its employees. Focal offers unique communication services to
major corporations, Internet Service Providers and value-added
resellers, providing them with the diversity, reliability and
sophistication that they demand. Committed to customer
satisfaction, Focal guarantees installation dates and continuous
service.

http://www.focal.com/news/I999/01l14/prOl.htrnJ
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For more information contact:
Media Relations:

Todd Wolfenbarger (425)519-3946
or 206.399.6770 (portable)

Financial Analysts:
Nancy Bacchieri (425) 519-8940

NEXTLINK COMMUNICATIONS TO ACQUIRE WNP
COMMUNICATIONS FOR $695 MILLION

-- NEXTLINK to Become Largest Holder of LMDS Wireless
Spectrum in North America, Covering Approximately 95 Percent of

the POPs in the United States' Top 30 Markets--

Bellevue, Wash., January 14, 1999 --NEXTLINK Communications, Inc.
(Nasdaq: NXLK), one of the nation's leading providers ofcompetitive
telecommunications services, announced today it reached an agreement to
acquire WNP Communications, Inc. for $695 million, payable in cash and
stock. NEXTLINK will pay approximately 542.1 million to WNP and
$152.9 million in license charges to the Federal Communications
Commission. The agreement is subject to Federal regulatory approvals.

NEXTLINK will receive WNP's 39 A block LMDS (local multipoint
distribution service) wireless licenses covering 98 million POPs and one B
block LMDS wireless license covering 16 million POPs. LMDS is a fixed
wireless transmission technology that provides integrated, two-way digital
distribution ofmultimedia services using a combination of large,
high-quality bandwidth similar to fiber optic cable, yet delivered wireless
via a small rooftop antenna. The company will use the licenses to build
fixed wireless extensions to its local fiber optic networks planned to cover
most major cities in the United States.

NEXTLINK also announced a broad agreement in principle to acquire
Nextel Communications, Inco's 50 percent interest in NEXTBAND, ajoint
venture ofNextel and NEXTLINK that owns 13 A block LMDS licenses
and 29 B block LMDS licenses for approximately $137.7 million. The
acquisition price for Nextel's interest in NEXTBAND will be based on the
same value per megahertz per thousand POPs as used in the WNP
transaction. Nextel will continue to focus on its successful core business of
mobile wireless communications for business.

"This is a very important strategic announcement for NEXTLINK and will
allow us to rapidly extend our local networks to a much broader target
audience and advance our goal of becoming a complete facilities-based,
end-to-end provider of telecommunications services," said Wayne Perry,
NEXTLINK's chief executive officer. "Fixed wireless will give us another
important transport and access capability to complement our local and
inter-city fiber networks that are being developed throughout the United
States."

After combining the wireless licenses acquired through WNP with those
owned through its investment in NEXTBAND., NEXTLINK will become
the largest owner ofLMDS wireless spectrum in North America, covering
approximately 95 percent of the top 30 markets in the United States
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The company intends to use the wireless licenses to extend and
complement its local fiber networks as well as the company's 16,000 mile
inter-city long haul fiber network called INTERNEXT, which is currently
under development and planned to be completed in 2001. By the end of the
year 2000, NEXTLINK expects to have networks in most of the top 30
markets in the United States. Already, NEXTLINK operates fiber
networks in many of those top markets including Los Angeles, San
Francisco, Dallas, Denver, Miami, Chicago, Atlanta, Philadelphia,
Cleveland and New York City.

"By using fixed wireless as an alternative means to reach our customers,
we can further reduce our reliance on the ILEC, thereby relieving our
provisioning bottleneck, accelerating our installation time, and increasing
the number ofon-net buildings we serve," said George Tronsrue,
NEXTLINK's president and chiefoperating officer. "Our wireless solution
will serve as spurs from our SONET fiber rings in major cities. Since the
wireless building antennas are portable, the combination of fiber and fixed
wireless will give us tremendous flexibility to design our networks with
maximum capital efficiency."

"We will have the capability of running the equivalent of up to eight
OC-3's per hub site over our wireless transmission, giving a building
significant telecommunications capacity for voice and data services,"
continued Tronsrue. "We can choose the best transmission solution for
each customer, giving us cost and service quality advantages over both the
wired-only and wireless-only local service providers. It's a matter of
having all the right tools and then choosing the best one for the job."

NEXTLINK is currently working with equipment vendors who are
developing fixed wireless technology for the LMDS spectrum and expects
to begin testing the service early this year and begin offering commercial
service in limited areas by the end of the year.

NEXTLINK Communications, Inc. was founded by Craig McCaw in 1994
to provide local, long distance and enhanced communications services to
commercial customers and is one of the fastest growing competitive
telecommunications providers in the nation. Headquartered in Bellevue,
Wash., NEXTLINK currently operates 22 facilities-based networks
providing switched local and long distance services in 36 markets in 14
states.

###
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The statements contained in this release which are not historical facts are "forward-looking statements" (as such term is defined in the Private Securities
Litigation Reform Act of 1995). Management wishes to caution the reader that these forward-looking statements, regarding matters that are not historical
facts, are only predictions and are subject to risks and uncertainties. No assurance can be given that the future results will be achieved. Such risks include

those identified in the Company's Form 1G-KSB for the year ended December 31, 1997 and other reports and filings with the Securities and Exchange
Commission, and also include, but are not limited to, the Company's ability to successfully market itS services to currentand new customers, to design and

construct fiber optic networks, install cable and facilities, including switching electronics, to develop, install and provision LMDS equipment and
interconnect that equipment with the Company's fiber networks and connect the networks, including LMDS equipment to customers and to interconnect
with existing local exchange carriers, all in a timely manner, at reasonable costs and on satisfactory terms and conditions, and certain risks related to the

Company's national network strategy.
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WINSTAR ANNOUNCES PLAN TO EXTEND INDUSTRY LEADERSHIP

Will Expand Into 110 Markets Worldwide Over Next Five Years

Reports Substantial Progress on Several Fronts, Including Multipoint Commercial
Launch, International Expansion,Building Access Rights and Project Millennium

Marketing Campaign

New Agreements with Williams Communications Demonstrate Value of Network
Expansion

NEW YORK, DECEMBER 17, 1998 - WINSTAR COMMUNICATIONS
(NASDAQ: WCII) today announced its plan to extend its industry leadership by making
its broadband network widely available to business customers in 110 markets worldwide.

In a day-long meeting with fInancial analysts and investors, WinStar reported substantial
progress across all aspects of its business, demonstrating why it is uniquely positioned to
achieve broadband ubiquity and popularize a full suite of broadband applications,
including high-speed Internet access, full motion video conferencing and bandwidth on
demand.

Significant WinStar announcements included:

• WinStar plans to double the u.s. reach of its broadband network to 60 major
markets over the next two years and to serve an additional 50 major international
markets within five years. During 1999, WinStar will expand to 45 U.S. and six
international markets. In pursuing this accelerated build-out, WinStar will take
advantage of the resources and expertise ofLucent Technologies under their $2
billion strategic alliance announced in October.

• WinStar demonstrated the value of its network expansion by selling two percent of
its long-term broadband capacity for $400 million to Williams Communications,
Inc. It also purchased from Williams national fiber capacity, previously obtained
by WinStar at a higher cost, for $640 million.

• WinStar commercially deployed its state-of-the-art multipoint technology in
Washington, D.C. and will expand its multipoint capability nationwide in 1999.
This will significantly lower the cost of its network build-out and enable WinStar
to serve far more customers in each of its markets.

• The company is off to a quick start in its international expansion and will
commercially launch its Wireless FiberSM service in Amsterdam beginning in
February 1999. It also revealed a plan to add the following additional cities to its
network in 1999: Paris, London, Tokyo, Sydney and Buenos Aires.

• The company's Project Millennium marketing campaign accelerated "on-net" line
orders in targeted markets. In New York City, WinStar's largest market, more than
93% of new line orders in November were in newly connected "on-net" WinStar
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buildings.

• In the fourth quarter of 1998, WinStar obtained access rights to an additional 700
buildings, for a total ofmore than 4,200 to date, exceeding its target of4,000.

William 1. Rouhana, Jr., Chairman and Chief Executive Officer, said, "Through our
stepped-up network build-out, WinStar is extending its leadership in broadband services,
while accelerating the delivery of low-cost, next generation communications and
information applications to business customers around the world. Together with our
partners, we've achieved the necessary critical mass in terms of spectrum, infrastructure,
financing, technology and management to advance our timetable in response to the
fast-growing global demand for increased bandwidth. Over the next few years, millions
of business users will benefit from services such as high-speed Internet access, full
motion video conferencing and bandwidth on demand.

"The global market opportunity for broadband services is enormous. By being first to
market, WinStar will dramatically increase the value of our network at limited real cost,"
Rouhana added. "We expect this competitive advantage to enable us to build substantial
additional shareholder value. "

The company also summarized the financial impacts of its market expansion and other
initiatives. The company expects the following impacts:

• The expansion to 70 additional markets worldwide will create a value of $3-$4
billion, based upon a ten-year projection ofdiscounted cash flows.

• The expansion will require an estimated EBITDA investment of $350-$400
million over a three-year period. The fourth quarter of 1998 will include $25-$35
million of this investment.

• Williams Communications' purchase of two percent ofWinStar's wireless
capacity along with additional WinStar services will generate an expected
$400-$450 million in additional revenue for WinStar over the life of the
agreement. It will generate an expected $350-$400 million in additional EBITDA
to WinStar over the life of the agreement. The expected incremental cash flow to
WinStar will be approximately $400 million over the next five years.

WinStar Communications, Inc. is a pioneer in providing business customers with
broadband communications services, including local and long distance phone service, as
well as high-speed data, Internet access and information services. WinStar provides these
Wireless Fiber SM services over its own end-to-end broadband network in 30 U.S.
markets, using its licenses in the 28 and 38 GHz spectrum.

Except for any historical information contained herein, the matters discussed in this press release contain
forward-looking statements that involve risks and uncertainties, which are described in the company's
SEC reports, including the lO-K for the period ended December 31, 1997 and the lO-Q for the period
ended September 30, 1998.

WinStar is a registered trademark, and Wireless Fiber is a service mark of WinStar Communications, Inc.
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sac's SO'cCJ:S$ ;IN OeENING ITS LOCAL IQUUQ:!l'S AND
COMPLY:tNl'; WJ:TB '1'D 1996 1'!:LBcaea::mI~IONSACT

1998 Ycar-end Report - Overview

SBC has dedicated significant resources lSnd investment to open its markets to local competition and
to comply vdth all requirements contained in th~ 1996 Tclecommunications Act. SBC is committed
from the highest 1cvels of thc company to open its local networks to enable others to ent::r tl)e local
exchange telecommunications markets in which SBC operates. As described in detail below and
demonstrated in the attached checklist provisioning status report, SBC's local exchange companies
(Southwestern Bell Telephone. Pacific Bell and Nevada Bell) have made available products. senices
and systems required by Section 25 t and the competitivc checklist of the 1996 Act, and competitive
local exchange carriers C'CLECs") or local wholesale customers have ordered and are at:tually using
each of the 14 competitive checklist services &ld products to provide local sCIVice in all SevCD SBC
stateS.

There is iITefutable evidence that new entIaDts are obtaming the network elements that they need from
sac to providc local service, that they are providing such exchan~ services to end users and that
their ability to en1c:rthe market is unambiguous. SBe has lost more access lines to its local wholesale
customers than any other LEC in the country and in May, 1998 became the fust RBOC to lose more
than one million lines to CLECs. Taken together, these data demonstrate that barri~ to entry into
the local market in sac's states have been eliminated, that competitive entry is occurring and that all
14 checklist items are legally and ptaCtically available to CLECs that want them, CLECs have
obtained a mlDJmum of1.4 miUion to 2.2 million resold ad facJlities-based lilles in SSC's states.
As described below. the 1..4 million lost lines figure is a minimum and clearly understated number :
and the 2.2 million figUI'C i:s a" realistic estimate based on vet')' conservative essumpOons. Of the
approximately 2.2 million lines obtained by CLECs, approximately 795.000 were resale lines and an
estimated 1.4 million liDes were captured by facilities-based ewers. These lost lines, moreover,
repz=sent a disproportionate: revenue loss since the major long distance carriers and CLECs have
publicly acknowledged that the}' have targeted the more profitable "high value" hcavy users. As a
result of SBC's compliance efforts, CLECs now can use resale, in1c:rcolU1ection or unbundled network
elements to compete for and take SBC customers.

In the face ofundenieblc market facts, it is clear that SBC has opened its markets to local competition
and made available the statutorily required 14 point checklist items. The numbers are clear and
irrefutable. For example, since the passage of the ITA, not only has sac lost over 2.2 million lines
to CLECs, but throU&h the end ofDecember, 1998:
• " SBC has also signed 482 iutereonnec;tion agreements with local wholesale customers and 358 of

these agreements have been approved by state PUCs
• 286 CLECs arc operational and have passed local orders to SBC
• 124 cues an:: usins SWBT's DiRctory Assistance and Call Completion Services
• More than 3.9 million CLEC service orders have been processed "9oitbout a bacldog
• Over 629,000 CLEe customers are listed in SBC's White Pages
• More than 540,700 trunks have been provisioned to CLECs (with a call carryine capacity of

4.3 million lines and it is estimated that each of1hese trunks supports at lel!!St 2.75 CLEC lines)
• 124,000 lines have been converted to CLECs via interim number portability and LNP
• 58,000 unbundled loops have been pro,isioned
• 1,100 operational physical collocation caaes have been provided to CLECs
• 32.7 million telephone numbers have been provided to CLECs for facilities-based use
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• More than 25 bilHon minutes of local 2nd Internet traffic have been exchanged betw:en SBC and
CLEC networks

Moreover, SBC has ckve10ped and implememed more than 65 performance measurements in each of
its seven stateS covering all aspects of its relationships with CLECs. These measurements mirror
precisely the model performance measurem:nts advocated by the U.S. Department of Justice. The
results generated from these measurements demonstrate tha% SBC is providing CLECs with checklist
items in substantially the same time and manner that it providing such services to itself. Thus, the
IXCs' and CLECs' argument that SBC has not lost the required number of local customers is an
intentional misclwacterization of the Act. as conceded by the DO] and the FCC. Both of these
agencies acknowledge that there is no mark:t share loss or metric test required by the Act. The only
statutorily required test is embodied in tl:le competitive checklist and irrdUtable market facts confinn
t1at SBe has made available the checklist items.

The fact that CLECs have obtained over two million lines from SBC is compelling evidence that sac
has opened its markets to competition. In li~ of the market facts, listed above. it is clear that many
of the isolated. anecdotal. outdated. and unrepresentative complaints raised by the major long distance
carriers are sclf-servine and have less to do \\ith whether SBC has aetua11y made availeble specific
checklist items in an appropriate II18IlDer and more to do with protecting their long distance market
shares and profits :from the increased competition that would result from SEC entering that market.
~oreover, isolated and anecdotal complaints raised by other CLECs must also be put in context since
it is in their self-interest to delay SBC's entry into the lone distance market for as long as possible so
that they can continue to use the 271 process as leverage to obtain additional advantages from
regulators and to target and offer one-stop shoppine to high profit business customers while SBC is
denied the ability to offer comparable full-service bundles of services to business and residential
customers.No~ the extraordinmy efforts it has made to date to open its markets. SBC is
continuing to make improvements in its procedures and systems.

5BC:3 Capital and EueDse Investmepts To Open Its Markets

• Since the passage of the 1996 Act on February 6, 1996, SBC hes devoted significant financial,
teclmical and personnel resources to impl~entthe marut- and network-opening requirementS of
Sections 251 and 252 of the Act. SBC management and employees have made extraordinary
efforts to open SBC's networks to competitors. sac bas incurred more than $1.2 billion in
expense and capital expenditures and de\'oted more than 3,300 employees to implement the Act
and open its local markets to competition - including but not limited to operational support
systems. nwnber portability. t:rt1nkbJg, local service centers. equipment, computer hardware,
software and manpower. Of these expenditures, Pacific Bell and Keve.da Bell have spent more

. than $702 million and SWBT has expended more thAn $493 million. By the end of 1998. SBe
estimates that it will have spent a total ofS1.3 billion making certain it meets the requirements of
theAcl

IatercoDaectioD Am1;ements

• Signed Agreements:
SBC and CLECs have signed 482 interconnection and resale agreements within SBC's seven­
state service area. In addition, 580 eLm have ~eivcd PUC approved certificates 10 provide
local service in SBC states. The good &ith associated with SBC's negotiation of interconnection
agreements with CLECs is illustrated by the fact that the parties voluntarily consummated 482
agreements and only 26 arbitrations were required. In excess of 90 ~cnt of the agreements
approved by PUCs have never been appealed. they are in force, and CLECs have access to all of
their tams and conditions.
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Total
Lines Lost

707,904

• PUC Approved Amemepts:
The various state commissions have approved 358 SaC-CLEC interconnection end resale
agreements. These approved agreements give the CLECs everything th...-y say 1hey need to
provide local services and compete against SBC. There are a large number of PUC approved
agreements in each of SBC's states: Texas: 148; California: 41~ Kansas: 45; Arkansas: 38;
Oklahoma: 33; Missouri: 36; and Nevada: 17 approved agreements.

• Current Negotiations;

SBC cuoently is in the process of negotiating more than 687 additional interconnection, resale
and combination intertonneetion a&r=ments.

CLEe. Competing ApiDst Sse
• As of the end of Sqrtcmber 1998,286 CLECs were operarional in SBC's territory and p8ssing

resale, interconnection or UN"E orders to SBC. 128 CLECs were passing orders in Texas alone.

sue Access Lines Lost to CLECs Based on E-911 Listigs aDd Resale
• Through the end of December 1998, 1.4 DdWOD access lines have been captured by CLECs

through resale or throu&h the establishment ofnew facilities-besed service (based on
£-91] b)' CLECs in SBC's seven-state service area). Approximately 795,000 SBC Jines have been
resold by CLEes and approximately 626,000 additional customers are being served on a
facilities-basis (as indicated by CLEC E-911 JistiniS) by CUCs in SBC's territory. As described
below this is a conservative and minimlD'll number ofIines served by CLECs.

SUMMARY TABLE OF LINES LOST--CONSERVADVE ESTIMATE
A conservative and undcrstatJ:d estimate ofthc approximate number of lines lost to CLECs in SBC's 7
states on a resale and facilities-basis (using E-911listings as the indicator) is:

Resale R1:saJe Resale Resale Facilities
IQti! Residential Business Priv. Coin Based tiDe~

a) Califomia: 268.439 126,710 132,373 9.356 439,465

b) Texas: 350,938 203,270 132,908 14,760

c) Kansas: 76,159 32,145 44,004 JO

d) Oklahoma: 40,]57 27,841 11,269 1,047

e) Missouri: 38,523 19,090 ] 9,382 51

f) Arkansas 18,399 15,173 3,207 19

g) N~Clda: 2,597 398 21.99 0

RESOLD LiNES: 795;212 424,627 345,342 25,243

FACIL-BASED
LlNESLOST:

SBCTOTAL
LIl"iES LOST:

1]5,599 466,537

3.249 79,408

26,135 66,292

11,768 50,191

14,387 32,786

15,914 18,51 I

626~17

1,421,729
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REALISTIC ESTIMATE OF TOTAL COMPETJIIVE LINES SERVED ByeLICS
It is also possible to estimate how many lines are being served by facilities-based carriers by
calculating the "estimated bypass" associated with the interconnection trunks that have been pro\idcd
to CLEes, Facilities-based CLEes do not order trunks unless they have loc:allines and traffic 10
suppon and utilize such trunks, Based on past engineering experience, most LECs would estimate
that every tt'lJDk could support approximate!y ten facilities-based lines. Since CLEC networks may
not be engineered for maximum efficiency and since CLECs arc disproportionately serving hea\'Y use
Internet lines, we have made the very conservative assumption that CLEC trunks are serving only
2.75 facilities-based. lines per end-office interconnection trun.1<, Using. this conservative methodology
demonstrates that CLECs are servhag approximately 2.1 million lines in SBC's states (i.e.,
795,000 resold Uues and an estimated 1.4 miUion fadlitie.s-bascd Jiou). The following chart
iUustra1es the number ofresold and bypass facilities-based lines that are being set'\'ed by CLECs in
SBC's seven states:

Total
Competitive

Total Lines
Lines Estimated served

Resold Unbundled Provided Interconnection B)-pass by
Lines Loops BySBC Tryng IJnes! CLEes

California 268,439 40,403 308.842 346.602 912,752 l.181.191

Texas 350,938 6.485 357,423 139,513 377.175 728,113

Missouri 38,523 2.009 40,532 23,213 61,991 100,S14

Kansas 76,159 399 76,558 5,990 16,073 92,232

Oklahoma 40,157 1,146 41,903 14,779 38,896 79,OS3

Arkansas 18,399 2,995 21,394 7,340 17.190 35,589

'Kevada 2,597 4.070 6,667 3,216 4.774 7,371

TOTAL 795.212 58,107 853,319 540.713 1,4~1 ~24,D63

SUC ha, made ResaIe available
• Given that CLECs now resell more than 795,000 lines in SBe's territory, there can be no dispute

1hat resale of local service is available and significant in sac's territory. SBC has demonstrated
that it bas made resale available and that its OSS can process CLEC resale orders in an accuntt:
and timely manner without aI1)' backlogs. For e'WD.P1e, in the last four months of 1997 (before
AT&T and MCI unilaterally decided to abandon residential rc:ssle competition), SBC proce$SCd
an average of 60,000 resale orders in each of these four months witQput a hackloS. These
numbers confirm that SBC has developed state-of-the art operational oss that can handle larg=
volumes of CLEC resale orders in an accmate, timely and non.-discriminatory manner.

• Resale activity has changed and slowed since April 1999 as AT&T and Mel continued there
efforts to redliDe the residential resale mark...-t. First, beginning in April, there was a noticeable

BYP~S3 esti:ate ass~~es 2.75 lines pe: ir.terconneetior. ~runk m1n~s t~e nU%bQr
ot Cnbundled Loops, ~hi3 nueber represents the estimated number 0= b~455 lines
served by tacilities-basQQ carriers in SBC'3 seven states.
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shift by CLECs from residential to business customers. Prior to April, CLEes had used resale 10
serve oore residential than business customers. After April, CLECs shifted their efforts to use
resale to serve business customers, almost to the exclusion ofresidential customers. For CX2mple,
prior to April, 66 percent of the 615,000 resale lines in SEC's states served residential customers
and 34 percent served business customers. Between April and September, the trend reversed and
CLECs used resale to serve business customers almost exclusively (e.g., during that period,
CLECs obtained 100,000 business resale lines compared to only 10,000 net residential Jines).
Second, between March and September. CLECs have almost completely abandoned the
residential resale market in California. Prior to March, CLECs served more than 145,000 resale
lines in California, but from March to September, cumulative residential resale lines in Califomia
declined by mlm thaD 25,500 lines as a result ofpublicly acknowled&ed decisions by AT&T and
Mel to stop signini up new residential resale customers in California and by encouraging their
existing resale customers to s",itch to other carriers. N~ertheles:s, even if the major IXCs chose
for their oYton strategic, intemal business and. regulatory rusons not to take advantage of the
residential resale option made available to them by SBC because they do not like the resale
pricins; discounts required by the 1996 Act and approved by the: PUCs, 1hl::re can be no dispute
that SBC has met its obligations under the Act to make resale available to its local wholesale
customers. The figures listed above demonstrate that SBC has made available to CLEes all the
systems and services they need to compete on a resale basis in each of SBC's states. ]n all of
sac's. states, competitors can sign-up any or all resale customers in those states for their local
service as easily as they sip-up long distance CUStOmers.

FACD.Ims-BASED COMFETmON STATUS:
Facilities-based competition In SBC's states is substantial and has increased dramatically in recent
months. CLECs are serving a minimum of06,000 to 1.4 million 1i.aa 011 a f8CiIlties-basis in SBC's
territory. The following market facts dcmons1ratc that SBC has opcDed Us local markets to
competition and that in addition'to making resale available to competitors. SBC is also providing
CLECs with the facilities and network clements they need from SBC in order to compete on a
facilities-basis in the local exchange market. Information is not available to SBC to identify with
precision the full extent offaciJities-based competition in each ofits states. Available indicators
underestimate the extent offacilities-based competition and are imperfect measures ofcompetitive
entry because each captures only that part ofentry that requi::s action by SBC 8I1d does not capwre
the extent offacilities-based self-supply being undertaken by CLECs. Nevertheless, a review of
available indicators (e.g. CLEe E-911listiDis and lines served by 1Dt:rconnection Tnmks)
demonstrate dJat there is significant and growing :facilities-based competition in SBC's states and that
a minimwn of'26,000 lines are beini served by facilities-based carriers and that a more realistic
estimate is that en estimated 1.4 million lines are being served on a facilities-basis by CLECs in
SBC's states. '

el,EC MIl Numbcn=Best CoIllery.live IDd&cator ofF.eilitiriucd Compctitiou
• CLEC listings in the E-911 database is thc best couscrvaUV\:: available indicator oithe minimum

number of access lines being served on a facilities basis by facilities-based carriers. These
numbers, hOMver, underestimate the actual numba of facilities-based lines being provided by
CLECs because many businesses only use a single number or a few numbers to KrVC a Jaric
group of access lines. Nevertheless, the E-9l1 listinj5 show that CLEes serve a minimum of
626,000 Jines in SBC's 7 states on a facilities-basis. Specifically, CLECs have requested E-911
service for 626,517 lines from thcir own NXX Codes that were assiencd to them to prcnide
facilities-based service.

• In Califon:Ua alone, 14 facilities-based carriers save approximately 439.465 lines on a facilities
basis (based on E-911 listings). CLEC E-911 listings indicate tbal there 1& at least the following
nwnbcr of lines being served on a filciliti~basis in the other SBC staSes: Texas: 115.599;
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Oklahoma: 26,135; Nevada: 1:'5,914; Arkansas: 14,387; Missouri: 11.768; and Kansas: 3,249
:facilities-based lines.

• See above for a description of the 2.2 million facilities-based lost lines estimate based on
interconnection trunks being used by CLECs.

Numbers Ported-Another lDdieator ot Facilitie8-Based CompetitioD
• More than 227,000 existing SBC lines have been ported via interim numbef portability (102,891

tiDes) and long-t=r.rn number portability (124,703 lines) to facilities-based competitors in each of
SBC's seven states. CLECs have chosen to port mostly business Jines, but the same basic
processes and procedures can be used to port residential lines. Tbis is one indicator of facilities­
based competition that has occurred in SBC's $even states, but it underestimates the actual
amount offacilities-based competition that has occUITed. Each of the numbers ported represents
conversion of an existing line from SBC to a facilities-based CLEC provider. It should be noted,
howevcx. that lines do not have to be ported when CLECs serve new lines/customers on a
facilities-traffic.

Minutes Exchanged - Another Indicator That sac's Networks Are OpeD

• The fact that more than 2S billion minutes of local and internet traffic has been exchanged
between SBC and CLEC networks is compelling evidence that SBC has opened its nerworks and
has met the competitive checklist. Reciprocal compensation minutes of use is an indicator that
demonstrates that aetuallocal traffic is beiDg exchanged between CLECs and SBC. A substantial
amount of local traffic has been =cchanged between sac and CLECs. with most of that traffic
(and the corresponding reciprocal compemation) going from SBC to the CLECs. For example.
approximately 7.3 bUUOD minutes oflocel traffic (excluding Internet traffic) has been exchanged
between SWBTlPacific BellINevada Bell and CLEes over interconnection trunks. More than
80% of this local traffic haS been exchanged nom sac to CLEC n.etwerks. It should be noted.
that these minUtes do not capture all local minutes being generated by CLECs because they do not
include CLEC-to-CLEC traffic or on-net (Le., intra-CLEC) traffic.

• In addition, the fact that an additional 18 billion minutes of IntoDet traffic has been exchanged
between SBC and CLEe networks also demonstrates that SBC's networks have been opened to
competition. The 25 billion minutes of local and Internet minutes-of-use exchanged between
SBC and CLEC Networks confum that SBC's ndWorks are open to and connect y,ith CLEe
networks.

UNEs. IntmOADccPon aDd Other Facilities-Based Products Provided By SBC to CLEes

•. IDtercoDgectjop Trugks;

SBC's provisioDing of local intcreonnection trunks is an indicator that the intc:rconnection
checklist requirc:men1 has been met and that actUal local e.xchange tteffie is being excbanged
between CLEes and SBC. SBC bas provisioned approximately 540,iOO one-and two-way
interconnection tnmks to CLEes in SBC's seven-state service area. This represents the call
C8Xr)'ing capacity on the local service provider n:tWcrks for 5.4 million lines. Moreover, as
described above, iEcilities-bascd carriers do not order trunks from sac unless they have local
lines and traffic to utilize such trUnks. It c:an be conservatively estimated 1bat each trunk being
used b)- a CLEC is supporting at least 2.75 tBcilities-based lines being provided by that CLEC.
These trunks allow CLECs to connect their networks and customers to SBC's network. The
following number oftnmks were provided by SBC to CLECs: California: 346,602 trunks; Texas:
139,513j Oklahoma: 14,719; Missouri: 23,273; Arkansas: 7,340; Kansas: 5.990; and Nevada:
3,216 trunks.
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• UnbulUiled Loops:

Unbundled loops are the direct coIUJcction between the local network. and customer's premises.
CLEes can provision loops themsel\1es, or they can lease unbundled loops from SBC or other
suppliers. Because CLECs can self-provision loops, the number oftmbundled loops provided by
SBC understates the extent ofexisting facilitics-based competition. Nev:rtheless, approximately
58,000 unbundled loops have been provisioned by SBe to CLECs in SBC's seven states.

• CLEe CoUocation Arraagemellts:
Collocation is an important measure of competitive facilities-based presence because once a
competitor is collocated in an SEC ccn1ml office it has access to CVe:'j loop connected to thal
central office. 1,101 physical collocation 2UTBngements ar= operational in SBC's seven-state
so:vice area - 283 ofthese are in SWBTs region, with 814 in califomia.

• 336 physical collocation arrangemeJlts (55 in S'WBT and 2S1 in CaliforniaiKevada) are currently
bein~ worked on and pending completion.

• 121 virtual collocation arrangements are operational in SWBTs five-stale ter.ritOIj'.

• E-911 Tnanks:
CLECs have zequested and SBC has provisioned IJ24 operational E-911 trunks to facilities­
b~ CLEes in SBC's Beven-state gerv1.ce area. Of this number, 771 are located in California
and 341 are in SWBT states.

• PAlOS Trunks:
More ihan 1,612 Directory/Operator Assistance trunks have been provisioned by SWBT to
CUCs in the five SWBT states. More than 120 CLECs are using SWBTs Directory Assistance
and "0" Call Completion services.

Telephone Numbers ReqgCSted By aAd AssiJDed to CLEe,
• Over 3,200 NXX codes (each code representing 10,000 numbers) have been assigned to facilities­

based CLECs in SBC's seven-state sen.icc area, with an additiona1320 assignments pending. In
other words, CLECs have requested and SSC w assigned 32.6 mUUon telephone numbers to
CLECs in its seven states; morc than 18.7 million numbers have been requested by CLECs in
California and an additional 13.9 million numbers have been requested in SWBT's fh'c states.

•
Aeuss to SBC White PI::; Directories
• CLEe information can be included in all SSC White Page directories in SBC's sevc:c state service

. areas. sac has provided more than 629,080 wbite page listings for its local wholesale customers.
Oftbcse listings, 429,000 have been in SWBT states 8I1d 197,00 in California.

Access to sac Poles aid Conduip
• SBC has provided competitors with access to more than 374,000 of its poles and appro~ly

8.7 million feet ofconduit space for their use to compete against SBC in its $even states.

CLEe Orden Handled by SBC'. ass and Loeal Seryic;c Cgtal
• Since the 1996 Act passed. SBC's OSS and Local Service Center personnel have handled more

than 3.9 mmioll service orders from CLECs to order facilitiei, netWOrk clements and resold or
seco:lCllincs for their customers, change Or add vertical services etc. More than 2.9 million orders
from CLECs have be:n processed in the SWBT five-itBte region and epproximatcJy 1,000,000
Otdcrs havc been processed in CalifomialNevada. The fact that S\V'BT processed morc than 1.2
million orders in 1997, and an additional 2.7 million orders in 1998, without a backlog, is strong

7



evidence that SBC has developed stEtc-of-the-art OSS and that these systemS arc being l.lSed by
CIEes to compete in the local market against SVlBT. Orders are also being processed in
California in a similar timely and accurate manner without any back.l0is.

• SBC also demonstrated in Texas that its ass (which is t.lote same system used in all five SWBT
states) could handle large increases in volumes from CLECs. O~r 2.1 million CLEC set'\'ice
orders in Texas have been processed. SBC's ass and Local Service Centers have handled the
increased volume of service orders without experiencing a backlog.

Performance Measurements

• SBC has also developed and implemented more than 65 pcrfonnance measun:ments that cover all
aspects of its relationships with CLECs in all seven SBC states. These measurements minor and
fully comply with the model set ofmcasuremcnts advocated by the U.S. Department ofJustice.
SBC's performancem~ents cover each ofthe five recognized ass functions (i.e.,
preordering, ordering, provisioning, maintenance and repair, and billing).

• The results generated by these perfonnance measurements compa..-e SBC and CLEC perfonnance
for each ofthe measurements and these results confum that sac is providing each of the 14
competitive checklist items in substantially the same time and mliDn.eI'that is it providing such
services to itself.

Conclnsion

• Tnc resale. interconnection. facilities-based and OSS-related numbers listed above provide
compelling evidence ~t SBC has opened each ofits seven states to resale mld facilities-based
competition and that SBC provides its local wholesale customers ",ith the systems and services
they need to compete and capture SBC's local custOmers.

• The record confirms that CLECs have captured over 2.2 million resold and facilities-based lines
in SBC's states, that CLECs have obtained millions of checklist products from SBC, t.iat SBC has
provided CLEes with practical and real access to all 14 competitive checklist items and that SBC
has opened its local markets to competition.

• !XCs and CLECs who have made a st:rat:gic decision not to i.-west or compete in sac's local
markets on a broad-scale or ucilities basis, particularly the residential market, arc doing so for
their own economic. regulatory and business reasons, not because they are unable to obtain
competitive checklist products and services from sac. CLECs who do want to compete on either

. a resale or facilities-basis in SBC's temtOIy for business or residential customers can provide end
are, in fact. already providing such local SCf'ices in direct competition with SBC.

8
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Yankee Group Finds That Small and Medium
Businesses Prefer Their Long Distance Provider Over
Their Local Carrier:Customer Loyalty, Quality ofService,
and Advanced Services Favor Long Distance Providers
Boston, Mass., November 23,1998

A recent survey of more than 750 decision makers in U.S.-based small and medium
businesses (SMBs) conducted by the Yankee Group suggests that long-distance
telephone carriers may be able to capture market share from local telephone
providers based on critical issues such as customer loyalty, quality of service and
the need for new and advanced telecommunications services.The lucrative 5MB
market comprises over 10 million companies whose average self-reported monthly
spending ranges from an average of $220 for small businesses (2-99 employees)
to $2,800 for medium businesses (100-499 employees).

Among these companies, the Yankee Group survey disclosed a surprising lack of
loyalty to incumbent local exchange carriers (LECs) with between 29 percent and
46 percent of companies reporting that their local carriers had not earned their
loyalty.

"We were surprised by these findings, because logic would suggest that smaller,
local businesses prefer dealing with local partners. Even though an average of 62
percent of 5MBs reported loyalty to the LEC, these results fell far short of the
loyalty ratings received by the long-distance providers. This should come as a
wake-up call to the local proViders," said Michael Lauricella, Yankee Group analyst.
"Without strong positive sentiment for the incumbent provider, these small and
medium businesses are showing that they are receptive to better, more complete
offerings from competitive carriers."

Most 5MBs have the perception that their long-distance carrier is more capable of
delivering a bundled package of services than their local carrier. These findings
suggest that in an environment of full-fledged local competition, the long-distance
prOViders may have an early advantage, most notably because 5MBs believe that
they provide higher quality of service and are better able to move them to the
advanced services they will require in the future.

"Quality of service is clearly a main contributor to small and medium businesses'
willingness to consider competitive suppliers," Lauricella said. "In fact, among the
companies we surveyed about their satisfaction with prices, customer care, reliable
service and problem resolution, there was as much as a 15 percent preference for
long-distance providers."About the Yankee GroupEstablished in Boston,
Massachusetts in 1970, The Yankee Group (a subsidiary of Primark Corporation) is
an internationally recognized leader in strategic planning, technology forecasting,
and market research. The Yankee Group focuses its research on communications
and computing systems for business and consumer uses. Industry-specific services
also focus on key verticals like energy, media, and entertainment. Leveraging this
core research, the Yankee Group partners with its clients as they develop business
initiatives based on a critical assessment of markets and requirements. With over
700 clients, worldwide, the Yankee Group employs a highly interactive relationship
to continuously deliver actionable insight and analysis.

Primark Corporation (NYSE/PSE:PMK) is a global information services organization
headquartered in Waltham, Massachusetts. Primark provides financial, economic,
and market research information services to the financial, corporate and
government markets. Additional information is available at http://www.primark.com.

Home I Planning Services & Consulting IAbout The Yankee Group I Events I Press Room I Contact Us
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SBC Terrilory
IEXAS CALILORNIA CONNI:CIICUI A1\KANSM

I SOC COMMUNICAnONS 1 /fewlell Packald I GE I Wal-Mall
2 Exxon 2 Chevron 2 UfIIled Technologies 2 Dillard-s
3 JC Penney 3 Inlel 3 OTE 3 Tyson Foods
4 Enron 4 BankAmclica 4 Aelna 4 All TEL
5 AMR 5 Sareway 5 Xerox 5 Bevclly Enlerprises
8 EDS 6 Wall Disney 6 /fall/old r llli\/lcial
7 Sysco 7 Allanlic Richfield 7 Tasca
8 NGC 8 Ingram Micro 0 Gencraille
9 Klmberley-Cla,k 9 PG&E 9 Tenneco KAMSAS
10 Dell 10 Fluor 10 Forlune Brands I SPRINT
II Union Paciftc 11 McKesson 11 Union Carbide 2 Yellow

12 TX Inslrumenls 12 Rockwellinierna\lonal 12 Champion Inlernalional

13 Coastal 13 Dergin Drunswig 13 P,uall
14 American General 14 Occidental Pelroleum .4 Oxlord /fealll, Plans
15 Halliburlon 15 Wells fargo 15 Pllney Dawes OKLAHOMA
18 Diamond Shamlock 16 Edison Inl'l 16 NOllheast U\lliIies 1 Phillips Peholeum

17 Burlinglon Norlhern--Sanla fe 17 Norlhrop Grumman 17 fchlin 2 fleming

18 TX U\lftlies 18 Pacificare 18 Phocnix /fomc life Muluallns 3 Williams
19 Dresser Indushies 19 Seagale 4 Mapco

20 USM 20 Tenet /feallhcare
21 Continental 21 Sun Mlcrosystems
22 /fouston Indushle. 22 foundation Iteallh SySlems MISS01JLU
23 Brownlng-felfls 23 Apple Computer 1 May Deparlment StOles NE.VADA
24 EI Paso Natural Gas 24 The Gap 2 Emerson Elechic
25 Tandy 25 Transame,ica 3 Anheuse, Busch
28 Coope, Induslrles 28 Cisco Syslems 4 Monsanto
27 Cenha' and South West 27 Unocal 5 ra,mland Indusllies
28 CompUSA 28 Wellpolnl 6 Uhhcorp Ulllled
29 Southwesl Ai,llnes 29 O,acle 7 Ilalslon Purina

30 Cenle. 30 Compute, Sciences 0 Clark USA

31 Baker /fughes 3. Food 4 Less 9 Graybal Eleclric

32 Temple-Inland 32 Quantum .0 TWA

33 Lyondell Pelrochemical 33 Ihllon /folels 11 Jeflerson SmuII,1

34 Weslern Alias 34 Mallei .2 Inle,stale nakeries

35 Mauam 35 Dole food 13 Arne,en
38 CNF T,ansportalion 14 GenAmellca Corp
37 Weslern Olgllal 15 Leuoell and PiaII
38 Lilian Industries
39 Applied Male'ials
40 Pacific life Insulance
41 Merlsel
42 /ff Ahmanson
43 Solectlon
44 Silicon G'aphlcs
4S AI'Touch Communicalions
46 Avery Dennison
47 Times Mirro,
48 3Com
49 Longs O,ugSlores
50 Golden Wesl FinancIal
51 fleelwood Enle,pnses
52 Pacific Enlerprises

Tolal SBC Ileadquarle,ed Companies
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Ame,ilech Terrilory
ILUIfOJS

I AMERIlECI/
2 Siale farm
3 Sea's
4 Amoco
5 Moto,ola
8 Allslale
7 Sa,a lee
8 Cate,pilla,
9 UAL
10 A,che, Daniels Midland
II Walgreen
12 Dee,e
13 Abbolllabs
14 McDonald's
15 FI,sl Chicago NBD
18 Wasle Management
17 Unlcom
18 RR Donnelly
19 Navlsla,
20 Oaxle, Inl'l
2\ Aon
22 Itousehold International
23 FMC
24 illinoisTool Works
25 Inland Sleel Indusl,ies
28 Quake, DaiS
27 Slone Conlalne,
28 Allegiance
29 WW G,ainge,
30 Servlcemasler
31 O,unswlck
32 Morton Inlernational
33 T,uServ
34 Whilman
35 Newell
38 Dean Foods
37 IMC Global
38 Ace lIa,dware
39 USG
40 Comdisco
41 Anlxte, International

Tolal Ame,ilech lteadqua,le,ed Companies

91

1
2
3
4
5
8
7
8
9
10
11
12
13
14
15
18
17
18

'9
20
21
22
23
24
25
28
27
28
29
30

01110
P,octo, and Galllble
Kroger
fede,ated Departmenl Sioles
Oanc One
Goodyear
Nationwide Insurance
Cardinalllt:allh
TRW
limiled
Dana
Ealon
NCR
KeyCorp
Ame,ican Eleclric Power
National Cily Corp
Mead
ShelWin·V\fIlliams
Owens·Illinois
Progressive
LTV
Owens·Corning
CIRergy
Parker Hannilan
Consolidated Slores
American Financial Group
OfficeMax
Darden
OF Goodrich
Me,canlile Siores
First Ene,gy

I
2
3
4
5
G
7
8

t
2
3
4
5
6
7
8
9
10
11
12
13

WISCONSIN
Noolhwcslelll MUII/altllc
Johnson Conlrols
Manpower
Case
Amelican famIly Insurance G,OUp
Aid Association lor lulhe'ans
I talllisrhlcgcr Induslncs
Kohl's

MlC1UGM
GM
ford
10M
Chrysle,
K·Ma,1
Dow Chemical
Whi,lpool
lea,
Kellogg
Kelly Services
OTE Energy
Masco
Comelica

,
2
3
4
5
G

INDJANA
[h lIlicy
Oindley Wesle,n
Anthem Insurance
lincoln Nalional
Cummins EngIne
Conseco

Tolal SBC/AIT in Region IlQ Companies
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sWB's long distance bid nears fmish line http://www.puc.state.tx.uslnrelease/OI2699a.hnn

Public Utility Commission of Texas
Office of Customer Protection, Information and Education, 1701 N. Congress, Austin, TX 78701 Fax 512-936-7003

Contact: Leslie Kjellstrand 512-936-7135
Margaret Wilson 512-936-7143

News Release
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SWB's long distance bid nears finish line

(Austin, TX Jan. 26, 1999) - Southwestern Bell Telephone Company (SWB) has fully met
ten of the 14-point checklist items required to win approval to enter the Texas long distance
market. At the Public Utility Commission's Jan. 20 meeting, commissioners also cleared
most of the public interest requirements and perfonnance measures.

"I am very pleased and heartened by the successful resolution of so many critical issues,"
said Chainnan Pat Wood, III. "I credit the company, our staff and diverse new local
competitors who have participated in the process."

Among the issues still to be resolved are the terms for combination ofnetwork elements by
SWB for competitors; extended links of these elements; some procedural matters regarding
physical, virtual, cageless collocation ofcompetitors' facilities; and the deployment of
digital subscriber line (DSL) service. Staff also reported that performance measures needed
validation to clarify the process so that a penalty structure could be developed. These issues
will be considered in mid-February, possibly concluding the lengthy collaborative process.

The final phase of SWB's application to enter the Texas long distance market requires
testing to make sure that SWB's operating systems can communicate with competitors'
systems. Communications between operating systems is key to ensuring that customers can
be seamlessly transferred to competing carriers. Bellcore, an independent consultant, will
help design these tests and evaluate whether the SWB systems offer competitors an
opportunity to provide customer services equivalent to SWB's. Testing is scheduled to
continue for at least three months.

The goal for the PUC is a competitive market for local service. When SWB has met the
FCC's requirements for proving that the preconditions for local phone service have been
met, the PUC will recommend to the Federal Communications Commission (FCC) that
SWB has met the requirements to enter the long distance market. After the PUC's
recommendation, the FCC will consider the many resolved issues, the testing process and all
the federal requirements. To date, no Regional Bell Operating Company has gained FCC
approval to provide intrastate long distance.

"Southwestern Bell has met the majority of the 14 points required for us to recommend its
entry into long distance," said Commissioner Judy Walsh. "Based on its cooperation in this
process, I am confident that the remaining issues can be resolved, and that upon successful
completion of operations systems testing, the Commission can then make a positive
recommendation to the FCC."
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Southwestern Bell first petitioned the PUC in March 1998 for permission to enter the long
distance market. The process requires that state regulators review the efforts that the
company has made in opening its network to competitors.

Commissioners denied SWB's petition in June, but established a collaborative process to
work with SWB and its competitors to address and resolve the remaining issues. The
collaboration began with a list of about 130 sub-issues that addressed many critical points in
the federal 14-point checklist and public interest requirements. Four detailed status reports
have updated commissioners on the progress.

Texas has more than 250 telephone companies certified to compete in the local market,
either as resellers or with their own facilities. Many have signed and filed interconnection
agreements at the PUc.

In Texas' changing regulatory environment, the PUC facilitates competition and customer
choice while regulating electric and telephone utilities to ensure that rates, operations and
services are just and reasonable for customers.
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